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The Most Interesting Insurance Agent in the World
How do you get people interested in you when you only have 30 seconds?

Whether you're networking at a cocktail party, at a school function, attending a community meeting or in the 
presence of any group of potential prospects. Quickly persuading others to think you're the most interesting person 
they'll ever meet is no easy task.

Most agents don’t present what they've done effectively, they're not used to giving “sound bites” of what they do and 
their importance to their clients and community. 

Below, are seven steps to crafting your perfect elevator “sound bite”.

1. Know exactly where you want to go.  Your elevator speech should answer three questions: Who are 
you? What do you do? Why you do it? You need to know exactly what you want to achieve or no one 
can help you get there.

2. Tell a story.  People love a story, so tell them a one. It also makes it easier for others to remember you 
later.  Self-improvement guru Dale Carnegie said in his book "Public Speaking and Influencing Men 
in Business" that our minds are essentially "associate machines," which means we remember things 
better when there's a story or association attached to the subject. In other words, if you want people to 
remember you, tell them a story and make sure it's good.

3. Eliminate jargon.  You need to be able to explain what you do and who you are in a way that appeals to 
most people. This means avoiding acronyms or terminology that wouldn't be understood by someone 
outside the insurance industry. A good strategy is to imagine explaining what you do to your parents 
and using a similar formula in your elevator speech. 

4. Make sure it invites conversation.  After telling your story the listener needs to be left wanting more. 
Is your story compelling enough to do this? If not, you need to change your speech. 

5. Time yourself.  While practicing your speech, you should time yourself to make sure you can tell your 
story in 30 seconds. If you can't, cut it down and try again.

6. Record yourself on video.  You need to know what you look like to 
others while you're telling your story. Are you interesting? Are you 
believable? People will come to their own conclusions while listening to 
you so make sure you give off a good impression. Relax, act natural, and 
get comfortable with your story.

7. Present it to your friends and colleagues.  After you've got your story 
mastered, practice with friends and colleagues. Ask them to give you 
feedback. Ask them what you should do to make it Remarkable. Keep 
practicing until you can convince your listener that you are the most 
interesting Trusted Choice Independent Insurance Agent in the world.

Stay Remarkable my friends.


